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be Ls NMI Services Merchandising 


Objectives 


Education 


Maintain Displays Merchandising 


Product Educatio’ 


Refurbish 


NMI KEY DUTIES 
PRODUCT EDUCATION 
DISPLAY REPAIR 
P.O.P. PLACEMENT 
RESTOCKING/PRICING 
REFURBISHING 
DISPLAY UPDATING 
PRODUCT HIGHLIGHTING 
CLEANING/DUSTING 
DEALER RETURNS SUPPORT 
SPECIAL PRODUCT DEMOS 


INFORMATION COLLECTION 


SPECIAL PROJECTS 


Serviced Accounts 


Apex 

Babbage (NeoStar) 
Best Buy 

Captron/G &G 
Electronics Boutique 
Fedco 

Fred Meyer 

Hills 

Incredible Universe (Tandy) 
JC Penney 
Kay-Bee/Toy Works 
KMart/American Fare* 
Lechmere 

Media Play (Musicland) 
Meijer 

Montgomery Ward 
Nebraska Furniture Mart 
PC Richard & Son 
Sears 

Service Merchandise 
Software Etc. (NeoStar) 
Shopko 

Spag's Supply 

Target 

Toys "R" Us 

Trans World Music 


“Only high-volume outlets 


Stores Serviced 


sshandising, Inc. - 4820 — 150th Ave. NE - P.O. Box 97034 - 
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RM Responsible 


Chris May 

Linda Moore 
Chris Abbott 
Chris Abbott 
Linda Moore 
Linda Moore 
Chris Abbott 


Mary Jo Bastuba 


Linda Moore 


Mary Jo Bastuba 


Chris May 


Mary Jo Bastuba 


Chris May 

Chris Abbott 
Chris Abbott 
Chris Abbott 
Chris Abbott 
Chris May 

Chris Abbott 


Mary Jo Bastuba 


Linda Moore 
Chris Abbott 
Chris May 
Chris Abbott 
Chris May 
Chris May 
Linda Moore 
Chris May 


3/06/96 


Redmond, WA 98073 - Call (800) 633-3236 - Fax (206) 882-3585 


VOLUME PER OUTLET 


eal National Account Name __ Targeted Total # Total Actual Total Projected Net Amount Volume Per SQFT | $PER NIMS 
gl Ranking | an Outlets of Calls | Costto NMI Cost to NMI JUN-DEC '95 Outlet (Net) SQFT ENTS 
___| per Outlet Served 6/95-12/95 | 6/95-12/95 96/97 tad 


Non-Serviced Stores _ 
WORLD OF GAMES _ _ 
PLAZAIMPORTINTL 
BENSLUSSEN-DUETSCH & ASSOC __ 
DEARDEN'S _ - ane 
CHIPS & BITS INC. 


DAIE! USA, INC. 


8 
| 31g! 
| Ii 


|AAFES 

BASIC PRODUCTS 

_|MILTON D MYER CO 
NAVY EXCHANGE ae 

SUN T.V. & APPLIANCES INC _ 

ANN & HOPE, INC a 


MARINE CORPS EXCHANGE __ 
THE GOOD GUYS, INC 
DIGITAL STUFF NATIONAL 
PRICECOSTCO 
‘|PLAYCO TOYS 
BJ'S WHOLESALE CLUB INC 
CIRCUIT CiTY STORES 
"|2CMi SERVICE CENTER 
STUDIO 100 ENTERTAINMENT __ 


_ [BOSCOV'S DEPT STORE 


almigi¢ sis ms nj 


1 
{ 
' 


{ 


~~" |MARTIN DISTRIBUTING CO INC. 

__|FRED P. GATTAS CO., INC. 
_|AMMARS INC./AB WHOLESALE COMP 

BEST PRODUCTS CO. 

GITTY'S TOYS. INC. 

PRANGE WAY, INC. 
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Retal | S _ _[PAMIDA, INC. 
Retail MW K'S MERCHANDISE 
Retail Ww 


13 

a 112 
AMES DEPT STORE 307 

SAM'S CLUB _ 450 
HEILIG-MEYERS COMPANY 604 


| isisiaia) 1 


BRADLEES 
ELECTRONIC EXPRESS 
POPULAR DRY GOODS CO. 
VENTURE STORES, INC. 
CAMELOT MUSIC/NATIONAL 
PALMER VIDEO CORP. 
DILLARD DEPARTMENT STORE 
WOOLWORTH 

EVANS DISTRIBUT & JEWELERS 
RENTRAK NATIONAL 

THE FUTURE SHOP 

[TRY SOFT OF AMERICA NATIONAL 
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~_Non-Serviced Stores (cont) 


96/97 


otal Ac % | Votal Projected | Net Amount 
[oJ Cost to NMI JUN-DEC '95 


Rental 


ON THE VIDEO 


Rental STAR VIDEO ENTERTAINMENT 


FUNCO, INC. 


VIDEO GAME EXCHANGE 


WHEREHOUSE ENTERTAINMENT 


HOLLYWOOD VIDEO 


ZAPPERS, INC 


Sub total P.O.P, 


RenDist 


MS. DISTRIBUTING CO. 


1 INGRAM ENTERTAINMENT 0 
RenDist 2 VAST DISTRIBUTORS 0 
RenDist _3____|STAR VIDEO GAMES _ 0 
RenDist 4 RIVER CITY WHOLESALE 0 
RenDist ____5____|MAJOR VIDEO CONCEPTS 0 
Ren/Dist 6 VIDEO PRODUCT DIST 0 
RenDist 7 [BAKER & TAYLOR, INC 0 
R 8 MS. 0 

9 0 


RenvDist WAX WORKS 


MECCA ELECTRONICS 

VLM ENTERTAINMENT GRP ING 
| COMMON WEALTH OISTRIBUTORS 

_ JALLIANCE DISTRIBUTORS 
RTA CORPORATION 


_ MIDWEST VIDEO GAMES INC. 
STAR CITY DIST. VIDEO 


Rev/Dist 


RevDist 


JACK OF ALL GAMES INC. 


|ejolo 


~~" |MILCOR OBA THE MOORE CO 


_ |MICROWARE DIST. INC. (NY). 


— CORNER DISTRIBUTORS INC. 


DOLPHIN COVE DISTRIBUTORS 


~ [DRAGON DISTRIBUTING (VOLGER) 


Sljo/ojojc!lo 


RevDist 
RevDist 
RevDist 


SOFTWARE X-CHANGE, INC. 

CAR STEREO DISTR. 
MIOWEST SALES & SERVICE 

SMP ENTERPRISES INC. 


RevDdist_ 


“MAS, ING 


RetiDist 
RevDist 


_ [EAST TEXAS DISTRIBUTING 
MICROWARE NE (MA) 


RevOist | CAPITOL SALES COMPANY INC 


HINDA DISTRIBUTORS, INC. 
SOUTHWEST ELECTRONIX SUP 
_|SHIFLET & DICKSON 


RevDist 
RevDist 


RevDist 
RetDist 


SERVISTAR/COAST 


_|WESTERN AUTO = | i200 | o 
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otal Projected 
Cost to NMI 


et Amount 
JUN-DEC '95 


--—-1.___]1.¢_ PENNEY CATALOG CTR 
SPIEGEL INC.Mail order 


Ld 
_—- V:61N:29 |¥:44/N:22 |Y:36/ 
Total P.O.P. Some:6 Some:2 N:S4 
** CALLS MADE ON HIGH VOLUME LOCATIONS ONLY (ae ae) 
NOTE: DISPLAYS-LESS THAN 10% CONSIDERED “NO” CALL TYPE SPECIAL P.O.P CODES 
Large Outside Banner it 
STANDARD | = 2_~——S=«Yt Special Tent Card 
EXPRESS | _3 ___ [Price Reduction 
SPECIAL | ____4 [Header Insert et/Dist 
— soe es 
ae) aT ae! 
[Ree | [esas [eae aa 


P6117 Sign Card | | —} 
a ee [1] aa Seanad 
Ls [Pole Sign 


PB-PEG BOARD 
OT-OTHER 
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NMI General Merchandising Manual 


MISSION STATEMENT 


The Mission of NMI (NES Merchandising) is to provide outstanding product support with an 
unparalleled level of comprehensive and courteous service. Thus reaching the ultimate goal of 


... INCREASING PRODUCT SALES 


We will always keep store 
shelves completely stocked with 
Nintendo and Licensee product. 
All product will be neatly 
displayed and grouped for 
customer convenience. Special 
attention will be given to new 
product categories. 


We will work to ensure that all 
Nintendo product is made 
saleable by reboxing shopwom 
and torn packaging and thus 
lower the non-defective returns to 
Nintendo. 


We will educate all store 
personnel who are responsible 
for selling Nintendo and Licensee 


products on the benefits and 
features of these items. 


We will treat all store personnel 
with respect and with a positive 
attitude. We will let them know 
that Nintendo cares and we are 
here to listen to and solve their 
problems. 


We will meet and greet all store 
and department managers at 
every store we Service. 


We will make all targeted store 
calls on a calendar month basis. 


We will maintain appropriate 
levels of staffing. 


We will provide professional service, 
accurate answers and the most 
positive response to the retailers. 


We will support personnel by 
recognizing excellence and 
coaching for improvement. 


We will keep all Merchandisers 
informed of the latest policies, 
procedures and product 
information. This will ensure 
uniformity and consistency within 
NMI and with our accounts. 


We will provide all Merchandisers 
with appropriate benefits and 
amenities in order to ensure a 
positive work atmosphere. 


We will provide consumer 
feedback to Nintendo to ensure 
that consumers get the best 
products and services possible. 


We will provide effective initial 
and ongoing training to all 
Merchandisers to provide 
personal growth opportunities. 


We will use work hours effectively 
and efficiently. 


We will provide the most efficient 
State-of-the-art computer and 
telephone equipment. 


We will maintain all NOA displays at 
retail to ensure a pristine image. 
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NMI General Merchandising Manual 


WHY THE FIELD MERCHANDISER? 


To understand the needs for a Field Merchandiser, you must understand: 


First, there are far fewer electronic/toy manufacturers in the country today than there were in the 
1960's; yet, they are doing far more business and have become the giants of this industry. 


Second, the discount stores and national chains have multiplied 300 times since the 1970's, thus 
Spreading out store locations and making normal sales call coverage an impossibility. In addition, 
large discount self-help chains have expanded, creating new marketing changes. 


Third, the buying habits of "Mr. or Mrs. Consumer," plus the high operating expense of sales 
personnel, have created a shift from "clerk service” to "self-service" stores. The product must “sell 
itself” to the consumer. It has become the responsibility of the manufacturer to see that product has 
the opportunity to sell itself. 


The product must be priced propery, located in the right section of the store, given adequate shelf 
space, kept in ample supply, etc. All this can be accomplished only at the retail level. The regular 
Store personnel are too busy to be counted on to attend to these tasks. There is also a relatively high 
rate of tumover among store personnel, resulting in a staff that is not usually well trained. 

Furthermore, there always seems to be a shortage of retail employees. Still another consideration is 
the fact that store people are not concemed with selling any one brand. They would just as soon sell 
one as another, so the problem of being out of stock on any one brand does not seem too serious. To 
the manufacturer of that one brand, however, it is a matter of. vital importance. 


Store personnel cannot be completely informed with regard to everything they sell. There are too 
many items in the store. They may not know in which section to place a new item to achieve the 
maximum sales. They may not realize that certain items need special product positioning due to size 
of product. 


Likewise, they may not notice the price on a given product is out of line with their competition and their 
Sales are suffering as a result. They will not replace broken, torn or disheveled packages and so 
leave them on the shelf, retarding the movement of other saleable packages. Even if there were 
enough properly trained employees in every store, they still would not have all knowledge necessary 
to make certain that every product was selling at the fastest possible rate. 


The self-service method of selling has given rise to anther phenomenon in consumer buying habits — 
“Impulse Buying." Many people go into the electronic and toy department with only a general idea of 
what they wish to purchase and make up their mind on the spot. They buy, in short, whatever item 
catches their eye and strikes their fancy at that particular moment. This habit makes it mandatory to 
place product in an attention-catching spot. Impulse buying has made it more necessary than ever 
Defore for manufacturers to have their representatives call on individual retail store locations. 


The tremendous number of new items finding their way into the retail stores poses a shelf space problem. 
Manufacturers who want their products to maintain the proper store space and location which they deserve, 
find it essential to have personal attention given to these products by their own merchandising staffs. 
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NMI General Merchandising Manual 


WHY-THE FIELD MERCHANDISER? (con't) 


A toy/electronic item, called "SKU" (Stock Keeping Unit), on the shelves today represents a large 
investment on the part of the manufacturer in terms of research and development costs, engineering 
costs, production costs, marketing costs, Selling costs, transportation costs, advertising costs and 
merchandising costs. All of these expenditures are wasted if the product is not sold through to the 
consumer. 


This final sale to the consumer spells success or failure to the manufacturer. After spending so much 
money to develop the product and get it to the shelves, it would be unwise indeed to hope that luck 
will bring it to the consumer's attention. We must, today, rely on the Field Merchandiser to provide the 
last link in the chain of people who bring their products to the consuming public. 


PLAN YOUR WORK 


The most basic — and essential — piece of advice that could be given to any field service person is 
"plan your work." It is a step frequently forgotten. You must recognize that the store you are calling 
on is busy; employees cannot afford to spend very much time with you. Since you may be unable to 
hold their attention for long, it is imperative that you know what you want to Say and that you be able 
to say it quickly and concisely. To do this, plan ahead. 


Organize your month's work in advance, scheduling the majority of your calls early in the month to 
allow for emergencies. The Call Route Planner shows the store you are going to contact, make up 
your mind what you hope to accomplish at all your store calls. Be sure you have your merchandising 
tools, advertising information and any other written material you want to use ready to show the store 
personnel when you talk to them. Printed material (using our monthly newsletter), by the way, can be 
a very valuable aid in presenting your case. Whenever you have the opportunity, show him/her as 
well as tell him/her. 


It is a requirement to contact the store manager when you enter the store. You must be ready to talk 
to him/her at that time; however, they may not be available to talk to you. Itis simply good manners 
to let the store manager know that you are in his/her store. lf you are not well acquainted with the 
store manager, you should let him/her know who you are and what you want to do before taking any 
action in the store. You are, after all, the store managers "guest" and can work only at his/her 
discretion. If you are not able to meet with the store manager, be sure to leave your business card 
along with a note on the “While You Were Out" Post-It such as: "Sorry | missed you. | was in your 
store 6/8/92 and merchandised the Nintendo area. Hope to see you next month." 
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srchandising Inc. - 132 Plan 


Northwestern Regional Manager: 1 


District Supervisors: 3 


7 — Region: Merchandisers: 29 
i ' TOTAL=33 Northeastern 
————— lt wa Region: 
No No bait _ “a Pat Regional Manager: 1 
Coverage Coverage ee + 3° __ District Supervisors: 3 
a | an ae Merchandisers: 30 


No ease ) = + =! ae? p 7 if all 
a Coverage | No 
PSS Coverage 
No 
1 \ G Geers an. Southeastern 
mae \ A / Region: 


Regional Manager: 1 
District Supervisors: 3 
Merchandisers: 30 

TOTAL=34 


Southwestern 
Region: 
Regional Manager: 1 
District Supervisors: 3 


Merchandisers: 27 
TOTAL=31 


Revised: 4/1/96 


NMI Inventory Checklist 


Inven- | Min Qty | 
tory Qt 


hl nenciti 
Hot Price Point 

2. Stickers / Labels 

33515|Card, Display Support M29M 
31755|Display Supt Barcode M18IZ (Ea) | 
32387|Display Supt Barcode M182 (Ea) 
31756|Display Supt Barcode M191Z (Ea) 
31761|Display Supt Barcode M71! (Ea) 
31762|Display Supt Barcode M72 (Ea) 
31763/|Display Supt Barcode M73! (Ea) 
'31754|Display Supt Barcode M80A (Ea) 
'31733|Display Supt Barcode M80C (Ea) 
31734|Display Supt Barcode M81C (Ea) 
(31760 |Display Supt Barcode M82C (Ea) 
32668|Display Supt Barcode M82PW 
'31759|Display Supt Barcode M91ID (Ea) | 
31758|Display Supt Barcode M92V (Ea) 
32384 |Display Supt Barcode M93! (Ea) 


Part # | Description | 
26148:Lower Lip, M80A/M80C 


27522 \Lower Lip, M81C 

27444!Rubber Arm w/Controlier 1 
26133!Screw, Allen Molded Arm Cover | 1 0 
27387 iSecurity Bar, M80A/M80C 1 | 
27388'Security Bar, M81C 4 


4 

cl 

ie 

5 ‘ 
33500!Kit, Security VUE Access Door 5 


|32812\Display Supt Barcode M93xX (Ea) 
aE Supt Barcode M93XB (Ea) 
31753|Display Supt Barcode M99SL (Ea) 
31752\|Display Supt Barcode M99SS (Ea) 
26669/DMG 4 Disp Only Silver (RI/250) 
'26666'Empty Box 4 Display Only (RI/250) 
{29097 Epileptic Warning (Each) 15 
| 26457'Game Boy Disp Only (Prple, RI/10 
29627|Label, Player 2 SNS Disp (Sht/10) 
LBL Set, M93! | 
LBL, “Grip Firmly Here" VUE Plitfr) 5 . 


4. | 


NIN INTO [MIM] WI] Ww [1 W]W]@]/@w] on] a} OG] GW] @] G/N ]@/ho1an 


31971|NP Business Static cling (new) | 50 25 
/31970|NP Business Sticker (new) , 50 ! 


| 32408/NP Cust Ser/Game Play Ext. (new) 
3. Brochures / Holders ~ 


50 


33503'Screw, 6-32 x 3/8 BHH Mach Blac 20 , 


3 
[ 1 fires?) ' 
33483!Kit, Security VUE Display Foot i 5 ee H 
0 
33504/Screw, 8-32 x 3/8 BHH Mach Blac 20 | 0 


18171\Bulb, Halogen Fiberoptic Sign 


21357\Bumper, Rubber Flip Page 


31776)Cover, M29M Counter Mat Graphic 

31775:Cover, M29M Power business card 

27356:Kit, Hardware Flip Page 

32592'Kit. Spin Page Cam w/Screws 

9. Miscellaneous Merchandising Needs — 
N/S | Bulb. 40W Long Life (Buy Locally) 8 \ 
N/S | Goo Gone (Buy Locally) 1 | 
S/O | Moist Towelettes (Pck of 100) 

[_N/S , Regular Tape (Buy Locally) 


2 

0 | 
32318'Cable, Ext. Demo 60" (M18Z) | «2 

1 

1 

4 


oO 


|28881|Broch, Busted System (1=100) ' 10 5 | 
'32924|Broch, Take One-SNS/DMG (1=5 | 10 5 
|32787/Broch, Take One-Virtual Boy (1=5 10 5 
/31832)Chain, Loop Mag Security 5 3 

Chain ' 40 
20696 |Cover 0 

- 3 , j 
|24072/Holder, Brochure 1-Slot Folding | 10 1 5! 


23359/Clip, GPK NES/DMG (Box of 150); 1! 
5. Display Parts / Modification Kits - SNS 
132343|Cable, Controller Ext. 12' SNS 4. 
'25619/Cable, Multi-PinforM80C Mon | 2 
}28983iController SNS (M99x & M82PW > 4 
|29685|Cover, Clear Sec SGB M80A/M80___ 2 


|29686]|Cover, Clear Sec SGB M81C | 


| 


25628 :Cover, Molded Left SNS Int. i 4} 


N/S |} WD 40 (Buy Locally) 

N/S | Windex (Buy Locally) 
28871/Clamp, Gondola Mount Hook ; | 
33512'Clamp, Thumb Lock 1x2 Gray H ' 
33509/Clamp, Thumb Lock 2x2 Black 
33510)/Clamp, Thumb Lock 2x2 Gray 
28260!Holder, Plastic Counter Card 
29561 |Hook, Ceiling Plastic Loop 
33531 \Lamp, Flour 12" f27BX/SPX35 
33513/Strap, Thumb Lock 3/4 Blk by the f| 
33514/Strap, Thumb Lock 3/4 Gry by the ! 
33530!Tab, "do-it" CFV-6116 (sht/20) 
25718 Tape, Db! Stick Pad (50/pak) 
25717\Tape, Dbl Stick Roll , | 
26153'Velcro Hook & Loop Dots 
26197'Velcro Hook & Loop Strip 18” 


NMOTN 1] >] pf Sm 


|25627|Cover, Molded Right SNS Int 


22620 'Vidpro Sleeve 4 


S/1P [PO] >] [>] | po] }po 


2 
Z 
'25957/\Cover, Clear Security M81C peo 
4 
4 
2 
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28859 Wire Hook. Gondola Mnt 36” 


—— _ 2. 


129872 iCover, Timer/Volume M80C/81C 


NOTES: 


* If you do not receive a part you ordered right away, do not reorder. 

* Keep track of backordered parts. Your supervisor can verify 
backorders with Nintendo Corporate 

* A blank in the Min/Max quantity section indicates, item temporarily on 
hold. Do not order. 


** ANY Nintendo or Licensed Game Pak box can be ordered by scanning 
the UPC while in the Hand-Held Supply Mode. Not all Licensee titles are 
available. 


Revised: March 19, 1996 


Part # | Description 

28870\Wire Hook, Mob w/String 
10. Super NES Packaging ** 
23820!Box, ACC Controller 
24635|Box, ACC Mario Paint 
29680|Box, ACC Super Game Boy 
31393/Box, ACC Super GB + Pirs GD 
27595|Box, ACC Super Scope 
24411|Box, ACC Super Scope 6 
30064|Box, GPK Donkey Kong Country 
31540|Box, GPK Earthbound 
30024/Box, GPK Illusion of Gaia 
32007|Box, GPK Killer Instinct 
31373|Box, GPK Kirby's Avalanche 
2447 1|Box, GPK Kirby's Dream Course 
29499|Box, GPK Super Metroid 
30202|Box, GPK Super Punch Out!! 
31054|Box, GPK Tetris & Dr. Mario 
29960!Box, GPK Tetris 2 
30054{Box, GPK Tin Star 
30034)|Box, GPK Uniracers 
30074\Box, GPK Wario's Woods 
25265/Box, SYS Control Set 
30725|Box, SYS Donkey Kong Country 
31405,Box, SYS Mario Set SNS 
22793\Box, SYS Super Set 
11. Game Boy Packaging ** 
31977|Box, GPK Asteroid/Missile Comm 
31987|Box, GPK Centipede. Millipede 
30332/Box, GPK Donkey Kong Land 
31466|Box, GPK Kirby's Dreamland 2 
30322|Box, GPK Space Invaders 

31997 Box, GPK Street Fighter |! 


Max | Inven- Min 
| Qty | __ to Qt 
5 | (s2 
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Qty 
Ordered 


NMI Inventory Checklist 


Part # | Description 

32575iBox, GPK Teleroboxer 
32562'Box, SYS Virtual Boy VUE 
13. NES Packaging ** 
27609|Box, SYS Basic Set (New) 
23987 Box, SYS Challenge Set 
14. ‘For Display Only’ Boxes 
33166 :Defender/Joust DMG 
33167 |Galaga/Galaxian DMG ' 
32811 }Killer Instinct DUG l 
33347\Killer Instinct Oversize DMG 
32761 [Mario Clash VUE | 


15. World Class Service Materials 
27537 Authorized Servicer List WCS {2 


197\|Plastic Bag, Accessories | | 
18450/Plastic Bag, Game Boy | i 


nN 


On| Or} Cn | O1] G1] OF} C1] 


WIM) 


e———______— 
23119\Plastic Bag, SNS Control Deck 


i 


27122/POP, Cards 1 
27527 POP, DMG Serial # Set 
[27528 POP, NES Serial # Set 


0 

5 

5 
32'Plastic Bag, NES Control Deck 1 4 | 
5 

0 

3) 

i 
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31034|Box, GPK Wario Blast 


26911/Box, SYS Basic Set DMG 
48449|Box, SYS Game Boy System 
33836|Card, Prod ID DMG Black 
33837)\Card, Prod ID DMG Clear 
33838'Card, Prod ID OMG Green 
33835|Card, Prod ID DMG Red 
33834|Card, Prod ID DMG Yellow 
31636)|Play It Loud Box, Clear Plastic 


31892/Play It Loud Insert, Cardbd Battery 


31184) 
31186) 


Play It Loud Insert, Large "Black" 
Play It Loud Insert, Large “Clear” 


| 
! 


28879:POP, NESN Serial # Set 4 
27104'POP, Security Seals 20 
27529'POP, SNS Serial # Set 15 
33002'POP, VUE Serial # Set , 5 
) 
0 


Le) 


33564 Post-it, Nintendo WCS 
Q92'Twist Tie 4 

16. Dealer Returns Materials 

33338iForm, Product Check List 

33337 Form, Retailer Store Instruction 

33339}Form, Return to Vendor Instruction 


= pe 
NOl|w]Wwl/Oje]Al|Oj;al[o}— 


[33334 LBL, Purchase Date Registration 


31192 
31190!Play It Loud insert, Large “Red” 


31188)Play It Loud Insert, Large “Yellow” i 


31893/Play It Loud Insert, Small "Black" 
31894|Play It Loud Insert, Small "Clear" 
31897|Play It Loud Insert, Small "Green" 
31896/Play It Loud Insert, Small "Red" 


12. Virtual Boy Packaging ** 
32577'Box, GPK Galactic Pinball 


32579'Box, GPK Red Alarm 


31895'Play It Loud Insert, Small “Yellow” 


Play It Loud Insert, Large “Green” | 


MH no tra tn fro {ro [ho [ho fo [9 Fr [Bf [9 [9 JP [Py [10 | 9] OF] G2 | G1] Go [C1] 1] OT OT 
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; 


NOTES: 


* If you do not receive a part you ordered right away, do not reorder. 


* Keep track of backordered parts. Your supervisor can verify 


backorders with Nintendo Corporate. 


* A blank in the Min/Max quantity section indicates, item temporarily on 


hold. Do not order. 


1 
7 
1 
33335)\LBL, Nintendo Hardware Warranty __1 
1 
4 
0 


| 33336 LBL, Retailer Assistance Phone | 
2965 1'Product Return Register Sticker | 
17. New Additions : 
33833:Box, Disp 3-D Tetris VUE 
33342|Box, DISP GPK Golf VUE 
33343'Box, DISP GPK Panic Bomber VU - 
33344 \Box, DISP GPK Vertical Force VU | 
33830/Box, Disp Griffey's Winning Run S | 
34012/Box, Disp Kirby's Block Ball 
33832iBox, Disp Mario RPG Legend ... S | 
321391Box, GPK DKC2 Diddy's Kong Qu | 
33183!Box, GPK Golf VUE | 
32109'Box, GPK Killer Instinct DMG 
33268 Box, GPK Nester's Funky Bowling | 
33190'Box, GPK Panic Bomber VUE | 
33254|Box, GPK Tetris Blast DMG 
32099'Box, GPK Vegas Stakes DMG 
133176 Box, GPK Verical Force VUE 
32585 Box, GPK Wario Land VUE 
Write-in New Parts) 
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** ANY Nintendo or Licensed Game Pak box can be ordered by scanm 
the UPC while in the Hand-Held Supply Mode. Not all Licensee titles 
available. 
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NMI General Merchandising Manual 


STANDARD STORE CALL PROCEDURES 


All NMI Merchandisers are expected to maintain a professional approach on eac 
follow the guidelines outlined below: 


hstore call. Please 


* Nostore calls can be made without a store location number generated by NMI. 


se eget RiikKi 


You can only merchandise a store once during a calendar month (unless directed otherwise). 


e Nosmoking is permitted while in the store. No eating or drinking is allowed while on a store call. 
e Packaging boxes and other related merchandising items need to be kept orderly and off the sales 
counter. 


* Professional business attire needs to be wom at all times. Personal grooming and hygiene should 
be such that it neither offends nor distracts store employees or customers. (Refer to appearance 


guidelines). 
¢ Each store call needs to be approached with a positive, upbeat attitude. 
* No personal shopping is allowed while on official NMI business. 


* Generally all store calls are to be conducted between the hours of 9:00 a.m. and 6:00 p.m., 
Monday through Friday. Any variance from this policy must be approved by your immediate 


supervisor. 


* The Call Route Planner, approved by your Regional Manager, needs to be followed on all store 
calls. Any changes to the Call Route Planner need to be approved by your supervisor. Update 
ihe Call Route Planner and forward to your Regional Manager for final approval. 


* Aminimum of three calls per work day must be made, unless directed otherwise. 
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PRIOR TO MAKING ANY STORE CALLS, BE SURE YOU ARE SUPPLIED 


WITH THE FOLLOWING 


ALL ITEMS LISTED BELOW NEED TO BE IN YOUR CAR 


e 


ALL ITEMS LISTED BELOW NEED TO BE BROUGHT INTO THE STORE 


Account Planning Guide 


Backup: 

- Power Magazines 
- Product Boxes 

- P.O.P. Material 


Equipment Bag 

NMI Photo I.D. Badge 

Account Call Manual 

Display Manual 

Business Cards 

Hand-Held and Laser Scanner 

Cleaning/Refurbishing Materials (hang-tabs, cleaner, cloth, tape, factory knife, duster, etc.) 
Selection of Replacement Boxes 

Display Tools and Keys 


All Necessary forms (Special Store Call Check-List, Retail Merchandising Account form, 
Action Request form, While You Were Out Post-It forms, etc.) 


Newsletters and Nintendo Power Magazines 


P.O.P. Materials (stickers, brochures, NOA boxes, Nintendo Power 
Business Phone #'s, shelf talkers, coupons, other special project 
materials, etc.) 


Camera 
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THE FOLLOWING ITEMS NEED TO BE COMPLETED ON EVERY STORE 


CALL 


BE SURE YOU ARE USING YOUR MONTHLY NMI STORE CALL CHECK-LIST TO VERIFY 
ALL TASKS ARE COMPLETED 


The following are standard for all store calls: 

* Select proper Retail Account form for store 

¢ Enter store location # in Hand-Held 

¢ Bring necessary supplies into store (see list on page CALL-2) 

* Sign-in @ Vendor Log Book using Nintendo Sign in Sheet and have Equipment Bag checked 

* Notify the store and/or department manager in person or leave a note Stating your presence and 
intentions on each store call. Provide them with your business card(s) the first time and thereafter 
with "Post-It" notes. Your business card should be in the Sign In Log and the Product Information 
Binder. 

* Conduct an overview of the Nintendo Product area (take "before" picture if warranted) 

* Educate store personnel (Power Magazine, Newsletter, etc.) 


* Refer to the latest Store Call Check-List, which changes each month, for current inventory 
procedures 


* Check backroom for product and displays and log any restocking into Hand-Held 
* Refurbish product as needed and log into Hand-Held 

* Check, update, inventory, clean, repair and SECURE all electronic displays 

* Clean and dust product and product cases 


* Merchandise area per store planogram (product grouping). All NOA product should be Clearly 
priced and in a prime location. Place a Nintendo Power magazine and Power Business Number 
Sticker. 


* Try to remove any unlicensed product from the WORLD area. If unsuccessful, take a photo of the 
violation and attach to an Action Request form. 


* Obtain additional space, if available, or retain space if short of product 

* Update Brochure Holders 

* Check National Field Service collateral materials and update as needed 
* Update information on Retail Account form as needed 

* Fill out the Action Request form, if warranted 

* Complete special projects; i.e., stickers, coupons, demo program, etc. 

* Review Check-List to ensure all responsibilities have been com pleted 

* Thank store personnel and have department manager or store manager sign the Check-List 
* Sign out @ Vendor Log Book and have Check-List stamped 

* Have Equipment Bag checked by store personnel 

* Log out of store in Hand-Held 
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PREPARE YOURSELF 


ALWAYS BE WELL-GROOMED 
ALWAYS WEAR APPROPRIATE BUSINESS OR SUPPLIED ATTIRE 
HAVE A POSITIVE ATTITUDE 


REVIEW APPROPRIATE RETAIL MERCHANDISING ACCOUNT FORMS 
(PRIOR TO DEPARTURE FROM HOME) 


¢ Before leaving your house, make sure you pack all necessary merchandising equipment as well 
as the Hand-Held into your car. 


¢ Log the beginning odometer reading on your Work Log and departure time from your house. 


e Remember, the start time is 30 minutes after you leave home or the time you begin your first store 
call, whichever is sooner. 


¢ Before entering a store, you should turn on your Hand-Held and enter the store location number. 


¢ Be sure to double check the name and address of the store that appears on the screen of the 
Hand-Held. If the wrong store appears, you can still exit without actually starting the Hand-Held 
timer by using the "N" key and re-entering the correct location number. Also, note the time on 
your NMI Store Call Check-List. 


¢ Don't forget to bring plenty of P.O.P. supplies and tools with you into the store. The use of your 
equipment bag is mandatory, but additional bags are sometimes required. 


e Upon entering the store, sign the Vendor Log Book on the Nintendo Sign In Sheet to which your 
business card has been stapled. The Nintendo Sign In Sheet should be located in the store's 
vendor log. If not allowed, keep in Product Information Binder in the Electronics Department. 
Obtain a store badge, if applicable. 


e Have your bags checked, pointing out any software you are bringing in. 


* Then proceed to the Nintendo area and notify the department manager of your presence and 
intentions of the call. Be sure that your business card is placed in the Product Information Binder. 


° Complete your store call, making the most efficient and effective use of your time. To do this, 
follow the NMI Store Call Check-List in whichever order seems to best fit the situation. 


e Take the time needed to make the store look its best. If you get behind, notify your supervisor via 
voice mail. If you need specific direction, you can page your Regional Manager. 


¢ Complete special projects when appropriate. 


¢ To best utilize the capabilities of your Hand-Held, one exception applies. Complete front 
inventory prior to completing back inventory, following current inventory procedures. 
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STANDARD STORE CALL PROCEDURES 


ST a ES i SE OE I I TAT ET TTT IE TE CTT LETS ETT IT TE EPA 


RETAIL MERCHANDISING A NT FORM 


The forms for the stores you intend to call on for the day, with attached notes, should be removed 
from the Account Planning Guide and reviewed prior to departing for work each day. 


This will assist you in recalling what transpired on your last visit to this store and to ensure that you 
are as well prepared for this call as possible. 


These forms should also be carried into their respective stores to enable you to update (in pencil) 
as needed to reflect new displays or store personnel changes. 


EDUCATION OF STORE PERSONNEL 


oO 


Using the most current Newsletter, educate store personnel on upcoming games and events and 
discuss ways they interact with our accessories and hardware. 


Use your Nintendo Power Magazines, Sales Sheet, Product Update Sheets, and other educational 
tools as well. 


Continue to educate on our retums program where appropriate (see Account Objectives). 
Education on the wearing of Photo |.D. Badge. 


The items you discuss should remain the same for an entire call cycle. 


Also at this time, take the opportunity to gather feedback from store personnel and note any items — 


requiring a response on an Action Request form. This one-on-one conversation can be extremely 
beneficial to resolving any problems at retail. 


Store education needs to be worked in at the convenience of store personnel and could mean an 
interruption to your merchandising efforts. 


Remember, the customer has priority. Tailor your discussion to fit their needs. 
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STANDARD STORE CALL PROCEDURES (con't) 


MERCHANDISING 


Preview the overall look of the Nintendo area to determine whether "before" and "after" photos 
are warranted. 


If So, take your "before" photo now — Note location and comments on the Merchandising In Action 
form 


Then, begin straightening and grouping all Nintendo and Licensee merchandise according to the 
store planogram. 


If no planogram exists, group titles according to product category; i.e., Virtual Boy, Super NES, 
and DMG organizing product to obtain a maximum number of front facings. (Some stores may 
want to group reduced-price games in one location). Super Scope games should be grouped and 
NOA titles always have the prime and most visible location. 


Make sure NOA product is priced, front-faced and has the best positioning. 
Clean and reset glass cases and end caps, facing product for the greatest visual presence. 
Dominant visual product presentation is of key importance 


Make creative and seasonal displays using danglers, brochures, banners, posters and seasonal 
decorations borrowed (with permission) from other areas of the store. Do not spend an inordinate 
amount of time to complete this. Remember, efficiency and effectiveness! Consult the 
Merchandising Tip Book for additional ideas. 


Ask management for additional space, document your work with photos and claim any unused 
Space with posters, counter cards, and mobiles. 


Remember to take photos of our product displays; i.e., windows, themes, etc. 
Support Licensee product by merchandising, per our current policy 


Restock Licensee product as time permits. Do not count Licensee inventory, simply look in the 
back room for items not represented on the sales floor, and restock accordingly. Ensure all back 
inventory of NOA items are displayed on the sales floor and restock accordingly. 


Be creative and assertive. Use P.O.P. materials supplied to you and follow Corporate/Regional 
direction for placement per NMI policy to bring attention to NOA items. This is your 

opportunity to use your merchandising expertise. In addition, refer to Account 

Objectives for specific account procedures. a 
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STANDARD STORE CALL PROCEDURES (con 
REFURBISH 


° Never refurbish defective product 


° . Also, never repackage returned MEMORY games 


t) 


* Product in damaged boxes should be repackaged if the product can be made to look "new" and 
the store and department manager should know you can provide this service for all NOA product. 


° If you do not have a 


particular box on hand, do your best to improve the appearance of the box on 
a temporary basis. : 


Be sure to order any boxes you need, through your Hand-Held 


° Ifa particular box is needed and has been ordered, attach a note to 
Account form, to ensure that you bring it with you on your next visit. 


Enter all refurbishing information (NOA ONLY) into your Hand-Held — include replacement of POP 
warranty cards and new boxes — not hang tabs or taping boxes closed. 


* Always give yourself credit where credit is due 


your Retail Merchandising 


FRONT INVENTORY 


(Refer to the latest Store Call Ch 


eck-List, which changes each month, for current inventory 
Procedures) 


Scan and count NOA hardware (except NES hardware) and specified software in all accounts. 


* Complete a software inventory in accounts which use flip/spin pages (with the exception of 
Service Merchandise) to display software and specified titles. 


Scan each NOA title represented in the flip/spin page. (Quantity: 1) 
Complete front inventory prior to back inventory. 


BACK INVENTORY AND RESTOCKING 


(Again, refer to the latest Store Call Check- 


List for current procedures) 
Scan and count NOA hardware (except NES hardware 


* Complete back inventory 
is not on the sales floor. 


) and specified software in all accounts. 
, AFTER front inventory to allow Hand-Held to determine what product 


Restock all NOA product not on sales floor. Bring out as much as possible. 
Restock licensee Product as time and Space permits. 
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STANDARD STORE CALL PROCEDURES (con'‘t) 


DISPLAYS 


NOTE: Displays are a very important part of your store call and MUST BE maintained to the 


uni 


Number 1 priority is display safety. On every store call, check to make sure the display is 
secured. If the display has been moved since your last visit, BE SURE the velcro pads have been 
replaced and the display is UNDOUBTEDLY SECURE. NOTE: If the display falls and injures 
someone, consequences are severe. 


Be sure to give yourself credit for all display repairs. When inventorying a display that is not 
working press "N" in the Hand-Held for "Working Now Y/N." Take credit for repair, adjustment, 
etc. Now, press "Y" in the Hand-Held for “Working Now Y/N." 


Clean, adjust, modify, update, and repair electronic displays on each store call. 
A full inventory of ALL INTERACTIVE DISPLAYS must be completed on each store call. 


Interactive displays should be inventoried by scanning the display |.D. sticker and entering the 
condition and quantity of each display into your Hand-Held. 


Often, while cleaning a display, you can determine whether a minor adjustment such as altering 
the volume, brightness or timer of an interactive display is necessary. 


Be sure store personnel know where the volume control is located. This will allow them to make 
adjustments in your absence rather than turning OFF the display. 


Also, at this time, be sure to update the software for the Demo Program when appropriate, and 
obtain required signatures. 


Continue to place/update authorized P.O.P. on each interactive. 
Displays which are not working properly should be repaired in the field, if at all possible. 


All parts for which we have a part number should be ordered through your Hand-Held or by calling 
the Display Online Technicians (D.0.T.S.) at (800) 875-1852. 


Be sure to take a minute to play each interactive to determine all controller buttons are working 
properly. 

Be sure to attach a note of any ordered parts to your Retail Merchandising Account form as a 
reminder to bring it with you on your next visit. 


Some parts are available even though we have no part number and can be obtained by 
contacting the D.O.T.S. at (800) 875-1852. The D.O.T.S. can order these or give you assistance 
with a display during a store call. 


Small items, such as light bulbs, can be purchased by you during the store call (be sure to tape 
the receipt to the package while in the store). Receipts for these small items should be submitted 
for reimbursement with your weekly expenses. 


If a display cannot be repaired in the field, complete an Action Request form to obtain a Return 
Authorization (R.A.) number. 


very best of your ability. They are your responsibility! Always be sure that each 
display is kept clean, in working order, and on the sales floor for as long as possible. 
Remember: Look High, Look Low, Look in the Window! 
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STANDARD STORE CALL PROCEDURES (con't) 


POINT OF PURCHASE (P.O.P.) 


Distribute appropriate P.O.P. materials following specific Corporate direction, Store Call Check-List 
and guidelines in the Account Objectives section of your Account Call manual. 


Power Business Phone Numbers should be placed in the corner on each glass case in all 
accounts, as well as a bottom corner of the "plexi" cover on the Super NES (M80C, M81 C, 
M80A, M82C) displays. 


Shelf talkers/strips should be used in any accounts where they are allowed. Brochure Holders are 
available to you as "No-Charge" P.O.P. and should be distributed as allowed. (Be sure to tape or 
velcro down for longer life). 


Brochures should be updated on each store call, include National Field Service collateral 
materials. Discard older brochures and replace with the new versions on each store call. It is 
important to have these brochures at key locations near cash registers and to encou rage store 
personnel to place brochures in the bag with each Nintendo sale. 


New Release flags, stickers and danglers are used to highlight NOA product and should be placed 
according to directions. Posters, counter cards, mobiles and banners should be used wherever 
possible. Order WORLD "No-Charge" Signage as needed. See Inventory Check-List for current 
items. 


COMPETITION 


Any new competitive information should be reported on an Action Request form together with a 
photograph where applicable and forwarded to your Regional Manager. 


CLEAN AND DUST 


All product, product cases (inside and out), and displays (top to bottom) should be cleaned on 
every Store call. Remember, it is important to maintain Nintendo's pristine image at retail. No one 
wants to purchase dirty, old-looking product. 


SPECIAL PROJECTS 


° 


Stickers and other projects should be worked into your store call following current procedures as 
assigned. It is not an option such as a theme display. 


Be sure to follow verbal instruction and current Store Call Check-List for project guidelines. 
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STANDARD STORE CALL PROCEDURES (con't) 


“THE FINAL LOOK" 


Stand back and get one final, overall look at your work. 
Ask yourself if there is anything more you can do to further enhance our visual presence. 


Some stores will require a great deal of time to reset the display. If you find yourself in this 
situation, try to complete the reset in stages (over 2 - 3 months) so your store call is not 
abnormally long. 


If you are completely satisfied, snap your "After" photo (from the same position as the "Before" 
photo), if applicable. 


NOTE: "Before" and "After" photos must be shot from the same angle. 


DEPARTURE 


Obtain the signature of the department manager and store stamp on your NMI Store Call Check- 
List and on your Software Demo Placement form (when applicable). 


Note on your NMI Sign In Sheet any situation you wish store and NOA management to be aware 
of; i.e., partially completed reset, part ordered for non-working display, etc. 


Thank them for their time and inform them that you will return in approximately 30 days. 

Proceed to the front of the store to sign out of the Vendor Log and have your bag rechecked. 
Drop a note and newsletter to the store manager to let them know you were in and what you did. 
Return the store badge if applicable. 


EXIT STORE IN HAND-HELD 


AT THE END OF DAY 


This is your final step. 
Note your exit time on your NMI Store Call Check-List, then exit the store call in your Hand-Held. 


In most situations, this is completed when you are back in your car. In a mall situation, this is 
done once you have physically left the store and are back out in the mall area. 


After exiting the store, be sure to alter the Store Profile in your Hand-Held to reflect phone number 
and store personnel changes. 


Input Work Log information into Hand-Held. Print and check data before 
transmitting. Be sure to charge your Hand-Held each day you work. 


Prepare for your next day by reviewing your Retail Merchandising 
Account forms and restocking your equipment bag with an 
adequate supply of all materials. 
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NMI SERVICED ACCOUNTS PROFILE 
NUMBER OF 


ACCOUNT NAME STORES SERVICED 


BGS BUY soieciecncsinisennssuniicwnurnninieoraixccsimnumeanaporegaegs 
STi PROCIICUS ) cc cezcenaraineatiarsnevenenciatvntanssasacdnsuioousen 137 
[co]: cee oe i eenes 127 
Bien Gle lS wos sceve: ccsvspavectacvssevctertcactctesstielesicennnvedoascc 28 
GANGGY. jes Sesceecisicscescossues hccaeenstachedetctwonapetedeeaine lcs 152 
107-19) (ce) CR. 5 C ee 14/13 
CSI Fal OCU aca crsisizmnsecorassinsetedianwnsateostanscannosacess 5 
Electronics Boutique .............c:cccccesssseeseeeeeeeeees 306 
AO SCH WAIL esie casdninicecisinasnsennnriustiiacdohiuneedamutesemnciese 


Montgomery Ward ............::ccccccsssseseessessesesrsesenes 
Nebraska Furniture Matt ...............ccccccccccssceecesceoseee 1 
PC Richard & Son .......ceeceecccsesccesessccsscccesscsesecnes 


CCE 2 a nee ee ee 296 
Spag's Supply INC. ............ccccecsceessestscecessececeeceeens 1 


Tops Appliance City ..........cccccccsscsseseseeeeceseseeees 
Toys "A" US (TAU) nc.cn.-csssvsesssecusnncsosvenesevaanasecnss 572 
Trans World MUSIC .......ccccccccccssssscesesssccecesceseseees 275 
PE 3c epee catenadoaiemnteseasecstemeinrentiadetania 
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BUILDING RAPPORT — ROLE PLAYING SCENARIOS 


1. This is your first visit to merchandise a Wal*Mart store. You introduce yourself to the store/ 
department managers. Through your conversation it is apparent the department manager is 
upset with the job performance of the previous Nintendo Merchandiser. The previous 
Merchandiser. did not receive permission to move product nor did he/she visit the store on a 
regular basis. How would you build rapport with this department manager? 


. You notice unlicensed product displayed ina WORLD case at Sears. You ask the department 
manager if it would be all right to move the unlicensed product to a different shelf or area. He/she 
does not want you to move it, as he/she wants all Nintendo product grouped together. How 
would you convince him/her to move the unlicensed product out of the case? 


. You notice the software product wall in Fred Meyer, which extends about 30 feet, has all DMG 
and Super NES titles displayed in no apparent order with pockets of open space between titles. 
You overhear the sales clerks saying they just finished working on the same wall the day before 
and they think it looks great. You want to rework the entire wall to enhance it's appearance, but 
you realize this might offend the sales clerk. How would you approach the department 
manager or sales clerk with your suggestions? 


You very innocently overhear a store clerk speaking with 2 teenage boys. As the clerk relays 
information pertaining to both our product and the competitor, you are surprised to hear her recite 
erroneous information that makes our product seem inferior to the competitor. The boys are still 
undecided and leave the store saying they will be back in tomorrow with their decision. In an 
effort to be non-confrontational, how would you explain to this clerk that their information 
about our product is inaccurate? 


5. This is your initial visit to a KMart store where you introduce yourself to the store/department 
managers. After speaking to the department manager you can sense her/his business expertise 
but notice her/his unfamiliarity with video games and hardware. To her/him, a game is a 
game and a system is a system. How would you build rapport with this manager in an effort 
to excite her/him about our products? 


> 


A sales clerk is not available and you are merchandising behind the counter as a brother and 
sister excitedly run up to the electronics counter. They have been saving their allowance and can 
finally afford to purchase the system of their choice. Their only exposure to the video game 
market has come from television commercials (a Hedgehog running circles around Mario, "Blast 
processing", CD ROM's, and colorized Hand-Held systems). What could you do to convince 
these kids that a Nintendo system is still the system of choice? 
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STORE SERVICING GUIDE 


ALL OTHER PROCEDURES REMAIN THE SAME 


Your average overall store call time varies by account and special projects; express calls should be 
approximately 20 to 30 minutes (Kay-Bee stores are just "hi-bye" stores; i.e., give newsletter with a 
few remarks and be on your way... 15 minutes). If you need additional merchandising time, please 
call your supervisor for approval. You need to ‘make a difference" at retail. Work smart, be efficient 
and stay dedicated to keeping Nintendo #1! 


Zz 


TE: 
Your supervisor can update you with average store call times for each account you service. 
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STORE-RELATED QUESTIONS AND ANSWERS 


Listed below are some common questions you may encounter from the retail store personnel or 
consumers: 


1. WHERE ARE MY SHIPMENTS? 
Explain that Nintendo ships directly to stores or distribution centers, who in tum distribute the 
product to the stores. Explain that you do not have information on shipments and that they will 
need to contact their buyer or distribution center for information. Please do not speculate on why 
a shipment may be late. 


2. PRODUCT AVAILABILITY? 
This seems to be one of the most frequently asked questions. There are several reasons why a 
game may be difficult to locate. One is that the game may be so popular that it is sold as soon as 
itis put on the shelf. Another problem is that stores generally do not carry all of the titles and 
accessories Nintendo offers, so the customer may have to try several stores and, as a result, be 
frustrated. In some cases, when a customer is trying to find an older game pak, you can explain 
that some of the older game paks are not routinely scheduled for production in Japan. We try to 
match our current factory production to those items which are currently in the greatest demand. 
This production priority is due to the large number of different items offered, making it infeasible to 
produce all of them every month. 


Recommend that the consumer contact our Consumer Service Department at (800) 255-3700. 
A Consumer Service Representative can give the consumer a list of the stores in their area. 
Phone reps will not be able to determine the actual stock a store may have. If the retail store is 
asking for information, recommend they contact their buyer. 


3. STORE WILL NOT COOPERATE: 
Ask to speak to the manager or assistant manager. Introduce yourself and explain what you will 
be doing. Talk about the benefits of having their Nintendo stock taken. Take each aspect of your 
job and relate it to how the retailer will benefit. If the store refuses to cooperate, ask if there is a 
more convenient time to retum. If the store will not cooperate, report the problem to your 
Supervisor. Remember, you will need to portray a positive attitude for your next store, so take a 
few minutes to compose yourself before you go on. 


4. THEFT: 
Theft can be a problem for retail stores. Explain an NOA display program (security cases) is 
available through their buyer. 
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STORE-RELATED QUESTIONS AND ANSWERS (con't) 


5. VIOLENCE/RELIGIOUS/RACIAL PROBLEM: 
Some consumers may find certain game themes or aspects of a game offensive. A common 
question is "Why does Nintendo allow these games to be released?" Explain that Nintendo and 
its Licensees offer a wide variety of games that are diversified enough to please different types of 
people. Point out a few games that you believe they may enjoy and/or refer them to the 
Consumer Service Department at 1 (800) 255-3700 for detailed game information. Explain that 
Nintendo uses the following game standards policy as a guideline for the development of licensed 
game paks (this list is not inclusive of every policy Nintendo uses). Nintendo will not 
approve Virtual Boy, Super NES or Game Boy game paks, advertising or packaging: 


° with sexually suggestive or explicit content 
° which reflect ethnic, racial, religious, nationalistic or sexual Stereotypes or language 
¢ which depict gratuitous and excessive violence 


¢ which use profanity in any form or which incorporate language that could be offensive by 
prevailing public standard and tastes 


° which incorporate or encourage the use of drugs (including alcohol) 


6. ADDICTIVENESS: 
To date, there is no conclusive evidence that video games have a direct casual link to violence or 
aggression. Research has shown that playing video games in pairs, instead of playing alone 
seemed to actually reduce aggression in children. While playing video games was correlated with 
aggression, according to other researchers, when the effects of other factors were partially out, 
the relationship between video games and aggression became insignificant. Emphasize the 
positive. 


7. DIFFICULTY GETTING THROUGH TO CONSUMER SERVICE AND GAME PLAY 
TELEPHONE LINES: 
The best days to call the Consumer Service Department are Monday, Tuesday, and Wednesday. 
Explain that with the amount of calls Nintendo gets, some patience may be needed. 


8. NEW (900) PHONE NUMBERS: 

NDER 18 MUST HAVE PARENTAL PERMISSION TO CALL NUMBERS!! To contact Live 
Game Play Counselors from the U.S. call (900) 288-0707 @ $0.95/minute U.S. Currency and 
from Canada call (900) 451-4400 @ $1.25/minute Canadian Currency. Also available is the 
Automated Game Play Tip Line (call 24 hours a day) at (206) 885-7529. 


9. OTHER PHONE NUMBERS: 
To contact the Consumer Service Hot Line or Nintendo Power Magazine, call (800) 255-3700. 
This line is available 4 a.m. - Midnight/Monday-Saturday and 6 a.m. - 7 p.m./Sunday (Pacific 
Time). : 
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STORE-RELATED QUESTIONS AND ANSWERS (con't) 


10. 


11. 


12. 


13. 


14. 


A NINTENDO CONSUMER SERVICE REPRESENTATIVE WAS RUDE: 

Ask if they have the person’s name, what time they called and what telephone number they 
called. Apologize, explain that you will be passing the information on and ask if there is anything 
you can do to help. Fill out an Action Request form (ARF) and forward it to your supervisor. 


CONSUMER IS EXPERIENCING DIFFICULTY WITH THE STORE: 

Explain to the consumer that Nintendo is unable to control store policy or tell a store what to do. 
Suggest that they contact the manager of the store in question to solve the problem. Explain that 
if the concem is over a store policy — ultimately the final decision rests with the store. Also 
indicate that Nintendo may be able to offer other solutions and suggest they call the Consumer 
Service Department at (800) 255-3700. Please do not promise a store or consumer help, as 

the final decision rests with their buyer. 


PRODUCT IS TOO EXPENSIVE: 

Stress the quality graphics, sound and high memory of the Virtual Boy and Super NES as well as 
the wide variety of games and accessories that Nintendo offers. Also, talk about the services that 
Nintendo provides for their consumers such as a Consumer Service Department with convenient 
hours, Game Play Counseling and the Nintendo Power Magazine. Other points would be the 
expansion capabilities of the system and Nintendo’s ability to stay on top of the electronic toy 
industry. 


NINTENDO PUBLICATIONS: 

Nintendo publishes a monthly game play magazine called Nintendo Power. It is available for 
retail sale as well as becoming a member of the Nintendo Power Super Club. Nintendo also 
periodically publishes books under the Nintendo Player's Guide Series. 


CONSUMER HAS DEFECTIVE PRODUCT: | 
Sometimes a consumer will indicate they have a system that is not working properly. Usually this 
problem will become apparent in a conversation questioning the quality of the Nintendo's product 
or the availability of replacement parts. If there is a WCS Center nearby, be sure to give them 
that information. Give the consumer information on Nintendo’s Consumer Service Department 
and repair services. Be sure to stress that the consumer will need to contact our Consumer 
Service Department before mailing any items. Once they contact Nintendo’s Consumer Service 
Department, a representative will help them trace the difficulty. If the problem 
cannot be solved over the phone, the representative will refer them to a local 
service center or give the information to return the product to Nintendo for 
repair. 


Replacement parts for all Nintendo products are available through 
Nintendo mail order or through the National Field Service Centers. Ask 
the consumer to contact our Consumer Service Department at 
(800) 255-3700 for information and part ordering procedures. 
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15. 


STORE-RELATED QUESTIONS AND ANSWERS (con't) 


DEALER RETURN PROBLEMS: 

Explain that they will need to write Nintendo’s Dealer Retum Department and request a Return 
Authorization Number before sending any product back to Nintendo for credit. There are two 
categories for dealer retums: Product Within 90 Days of Purchase (all products returned to 
Nintendo must be in the original new packaging and 100% complete — containing all 
components — with receipt information to ensure your company receives maximum credit) and 
Product Over 90 Days Since Purchase (these products are no longer covered by Nintendo's 
90-day limited warranty, but still can be quickly and inexpensively repaired by a local service 
center). If they are having problems reaching a number or wish to talk to a Dealer Return 
Representative, give the Corporate telephone number (206) 882-2040. 


16. WHAT BENEFITS DO VIDEO GAMES HAVE? 


17. 


18. 


19. 


Video games are not just for fun! Over the years they have been used as a powerful teaching 
tool. Today's games, because of their interactive nature, are considered valuable by researchers, 
educators, scientists, and psychologists. Research has shown that interactive video games can 
provide therapeutic physical and mental benefits for the chronically ill, the handicapped, and the 
elderly. Playing video games can increase learning retention and comprehension, as well as 
hand-eye coordination, for youngsters and adults alike. 


DO VIDEO GAMES CAUSE EPILEPTIC SEIZURES? 

Video games do not cause epileptic seizures. The flashing lights and flickering patterns 
sometimes associated with video games can trigger seizures in those who suffer from 
photosensitive epilepsy. The Epilepsy Foundation of America (EFA) estimates that one percent 
of the population has epilepsy. Of that one percent approximately three percent suffers from 
photosensitive epilepsy. Furthermore, video games are just one of the numerous sources that 
can trigger such seizures. Computers, TV screens and natural sunlight filtering through trees are 
other potential sources. Nintendo of America acted proactively on this matter and has inserted 
wamings about photosensitive epilepsy in their products since 1991. Nintendo will continue to 
work with EFA to determine whether further steps are scientifically warranted to attempt to reduce 
the occurrence of physical reactions in photosensitive individuals. 


HOW TO RESPOND TO UNLICENSED PRODUCTS: 

Nintendo recommends against the use of any unlicensed games or accessories. Since these 
products are not made by licensee companies, they do not undergo Nintendo's testing and 
evaluation process. They may not work at all with Nintendo's systems, they may have 
compatibility problems and they could possibly damage the system. Using unlicensed 

products will also void your warranty. Since we aren't able to test these products, we don't know 
what the results of using them might be. 


CAN WE RETURN OUR OVERSTOCK TO NINTENDO? 

Unfortunately, | have no control over stock levels and returns. That should be handled between 
the store and the corporate buyer. However, | can help suggest ways to better display product 
to increase sales at retail. 
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NMI EMPLOYMENT QUESTIONNAIRE 


Position: Merchandiser Territory #: 
Applicant Name: 


Interviewer: Date: 


INTERVIEW SUMM 


Rating Scale: 1 =Inadequate 2 = Adequate 3 = Competent 
4 = Proficient 5 = Outstanding 


Work Background 1 2 3 4 5 
Job Requirements 1 2 3 4 5 
Interpersonal Skills 1 2 3 4 5 
Job Motivation 1 2 3 4 5 
Initiative 1 2 3 4 5 
Handwriting Skills 1 2 3 4 5 
Communication Skills 1 2 3 4 5 
Ability to Respond to Questions 1 2 3 4 5 
OVERALL ASSESSMENT: 1 2 3 4 5 


Pros/Cons (To justify the numbers above): 


FINAL RECOMMENDATION 
___ Extend offer 


Do not extend offer 
Candidate # 1 2 3 (Circle one) 
Note: Attach application for employment 


merchandising irc. 


NMI Employment Questionnaire 
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NOTE: This is just a "guide" and should be unique to each applicant. 
Greet candidate, introduce yourself and offer the candidate a seat. If you are interviewing in the guest room 
of a hotel, make sure you leave the entry door open. Explain to the candidate you are interviewing for a 
position with NMI, a subsidiary of Nintendo. 


WORK BACKGROUND 
* Ask them what they're doing now. 


* Give me an example of your greatest job-related achievement. 
* Describe something you have done to overcome difficult challenges on your job. 


* Tell me about the most detailed project you have ever worked on and what you did to assure that you 
would achieve your objectives. (Looking for attention to detail) 


Give example of organizational skills. 


* (If previous merchandising experience) Tell me about a time when you had to use your resourcefulness 
and creativity when setting up a display. (If no merchandising experience) Tell me about a time when 
you had to use your resourcefulness and creativity. 


* Give me specific examples of things you did to demonstrate your strengths as an employee. 
Give me an example of something you did to correct a weakness you have as an employee. 
If necessary, continue to probe with questions on results and what was learned from the experience, 


Strengths: 
Weaknesses: 


* Have you received recognition for good performance in the past? Tell me about it. How would you prefer 
to receive recognition? (Look for indications of self-motivation) 
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° Tell me about a time when you made a bad job-related judgment call. What have you learned from this? 


¢ Did you receive regularly-scheduled performance evaluations in your last position? Yes: No: 
What were the results of your evaluations? (i.e., merit increases, promotion, etc.) 
If no, what would supervisors, co-workers, and retailers say about your performance? 
(Continue to probe) 


¢ How did your supervisor describe your strengths and areas to improve? (Again, when we check your 
references, would they agree?) Did you agree? What were your goals on your last review? 


¢ How many hours did you work per week on your last job? 
(RED FLAG if they're applying for PT, but want FT work) 


¢ How many hours would you ideally like to work? 


No: 


¢ Are you available to work overtime on a consistent basis? Yes: 


(FOR PART TIME POSITIONS, IF APPLICABLE) 
* If you are selected for this position, do you plan to continue with your current job? 
ee . No: SES ay 


f yes, explain how you would be able to fulfill the duties of both positions? 


WORK BACKGROUND RATING: 1 2 3 4 5 
(Circle one) 


JOB REQUIREMENTS 


° In order to service your accounts, you will be required to drive to the various store locations. NMI will 


reimburse you at_____ a mile. However, all this driving does put wear and tear on your car, which 
could affect its resale value. Do you fully understand the mileage requirements of this position? 
Yes: No: (Watch for facial structure) 
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75 FURIG i RIL’ 


° We conduct product education to keep the store personnel updated on Nintendo product/activity. Have 
you conducted presentations, large or small? Yes: No: If so, give examples of things 
you do to assure you make a good presentation. 


Were you required to fill out paperwork on a previous job? If so, give examples of the type and volume 
and how you handled it? 


Describe how you were able to meet deadlines and maintain quality standards for your paperwork. 


Our training program will require 5 days of intensive training at our Corporate Headquarters in Redmond, 
Washington, plus 3 days of field training in your territory. Our next training program is scheduled for 
. Would you have any problems attending this training? Yes: No: 


We also have a mandatory 5 day national meeting once a year; this year to be held in 


on. Would you have any problems attending this training? 
Yes:____ No:________ 
JOB REQUIREMENTS RATING: | 2 3 4 5 


(Circle One) 


INTERPERSONAL SKILLS 


¢ Describe things you have done which demonstrate your commitment to good customer service. 


EXAMPLE 1: Problem at Retail 
When you walk into the store, the department manager is obviously upset and doesn't want to deal with 
you -- maybe because of dealings with your predecessor, he just got chewed out, or he's just having a bad 
day -- how have (would) you handle the situation? 


(Positive Responses -- i.e., Determine the problem, look for solutions to the problem, offer your assistance) 


You've just gone through a Performance Evaluation with your Supervisor. There is an area where you felt 
you did fine, but your supervisor rated you down. How would you handle the situation? 

(Positive Responses -- Ask the Supervisor for specifics on how you can improve and give my side of the 
Story without being argumentative) 


EXAMPLE 3: Customer mistakes you for a store clerk 
A customer comes up to you, mistakes you for a store clerk and asks for the toasters, etc. How would you 
respond? 
(Positive Responses -- Explain who you are and direct them to the store clerks or toasters, if you know 
where they are) 
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¢ In the past, what kind of personalities/challenges have you found difficult to work with? Tell me how 
you handled the situation. 


* Why is it important to build rapport with clients, co-workers, bosses, etc.? How do you go about 
doing this? Give me some examples of how you achieved/maintained rapport. 


¢ How do you "break the ice" in a first conversation with a client, co-worker, boss, etc.? 


INTERPERSONAL SKILLS RATING: 1 2 3 4 5 
(Circle one) 


JOB MOTIVATION 


° Why do you want to work as an NMI Field Merchandiser? (Answer examples: I like working in the field, 
using my creativity, setting displays, self-motivated, independent, take satisfaction in a job well done, 
entrepreneur, etc.) 


¢ Describe your ideal job. 

¢ What kind of work structure do you like? 
¢ What type of work load do you like? 

¢ What type of atmosphere do you excel in? 


e What are your short/long term goals for your career? How does NMI fit in with these goals? 
Short Term Goals: 
Long Term Goals: 


° What motivates you? 


EXAMPLE: 

¢ After working 2 store calls which were very difficult and challenging, you feel like you don't want to make 
any more store calls for the day, yet you still have 3 more to cover. What would you do? 
(Positive Responses -- I'd have to motivate myself to complete my targeted calls and "Pick myself up, dust 
myself off and start all over again") — 


JOB MOTIVATION RATING: 1 2 3 4 5 
(Circle one) 


NMI Employment Questionnaire 
Page 6 Updated: 5/2/94 


INITIATIVE 


° Give me an example of your idea of initiative or a time when you took initiative. 


EXAMPLES: 
© Completing that extra project that improves the appearance of the product 
° Completing a task using a different method and either saving time or making the display more 


appealing 
° Tell me about your favorite supervisor. Why? 


¢ Tell me about your least favorite supervisor. Why? 


° Describe what you do to accomplish your objectives when a supervisor does not meet your needs. 
(Compare what they're saying to the Supervisor they'll be working for) 


° What could your last supervisor have done to make your job easier? OR What would you change about 
your last job/company if you could? 


¢ Give me an example of a situation in your last position that you felt needed improvement. What did you 
do about it? What were the results? 


INITIATIVE RATING: 1 2 3 4 5 
(Circle one) 
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NMI FIELD MERCHANDISER OVERVIEW 

Explain to the candidate the overview of the merchandiser's job. Your highest priority as an NMI Field 
Merchandiser is to make a specified number of store calls each calendar month. These calls can range from 1 
hour to over 3 hours, depending upon the type of account or project. As a Merchandiser, you will be required 
to conduct inventories, set merchandising displays, educate store personnel, update, clean and maintain 
interactive displays, and complete special projects as assigned. You will be reimbursed for all expenses, 
including mileage, and paid an hourly wage. NMI does not pay for the first 30 minutes or the last 30 minutes 
of drive time. This is considered to be standard commuting time. - 


Read Merchandiser Job Description. Emphasize the driving, ladder climbing, occasional need to lift up to 
50#, necessity for self-motivation plus excellent written and verbal communication skills. Also show the 
Step-by-Step Merchandising Guide pictorial. 


The NMI Field Force is monitored by Ride Reviews with their Supervisors on a periodic basis. This consists 
of mileage, hours, productivity, etc. In addition, we have a 3-prong field monitoring system, comprised of a 
store call follow-up, random store phone checks and store surveys regarding Merchandiser performance. 

This monitoring system is very beneficial to both the Field Merchandisers and Management, and weighs 
heavily in determining bonuses. 


* Would you have a problem with this monitoring? Yes: No: 
FINAL QUESTIONS 
The position is a full/part time field merchandiser servicing the area. Explain that 
part-time positions have limited benefits. (Show applicant territory list, Call Route Planner, and a map of 
the territory). This position currently has been budgeted approximately hours and covers 

miles with a salary range of $ - . Ask candidate if they are familiar with this 


territory. Explain that the territory may change occasionally when accounts are added or deleted from the 
territory list, which could affect the budgeted hours and mileage. 


* Do you have any questions about Nintendo, NMI or this position? Yes: No: 
» If the position is offered to you, when could you start? 


* What are your salary requirements? What do you think justifies you making this amount of money? 
(Answer examples: salary, benefits, stability) 


* If you are selected, NMI will conduct a reference check, which will include verification of employment and 
education. We also check your records with the court. Is there anything we should be aware-of before we 
proceed with the references? (Advise candidate that employment with NMI is contingent on the results of 
the reference check) Yes:_________ No: 


* Are you known by any other name to any of your references? 
Yes: No: 
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NES MERCHANDISER 
mhandising inc. STORE REVIEW 


100 TOTAL POINTS 
Points Possible = 
Points Earned = 


'S /NO QUESTIONS (2 Points each) (40 
Sign in/out procedures followed 
Department Manager/personnel knowledgeable of Merch. 
Department personnel understand P.O.P. program 
Snder present 

der contains current Newsletter 

der contains business card 

der contains current Product Source 

der contains current Authorized Service Center Guid 


-0.P. cards present on all hardware 
S brochures present L_ 


S phone sticker placed 
oduct refurbished 


YES 


NOA product priced | = 
ower Business #'s present 1 
oduct cases cleaned and dusted 
oduct cleaned and dusted 
ent Nintendo Power Magazine on display 

ure holders filled with current product brochures [_ 
schure holders secured (tape or velcro) 

Specific account objectives met/followed } 


AYS (30) | RATINGS: Unacceptable=0 Needs Work = 1 
s of Interactives Rating 


Meets Expectations =3 NA = Not Applicable 
NOTES 


eHANDISING / RATINGS: Unacceptable=0 Needs Work =2 
.~ PLACEMENT (30 Exceeds Expectations = 4 


Meets Expectations = 3 
Outstanding=5 NAz= Not Applicable 


P.O.P. dominates area 
wed item in prominent location 
presentation of NOA product 
i P.O.P. present (updated) 
aD signage present 
Betion of special projects 


DISER COMMENTS: 


DISER SIGNATURE: 


R SIGNATURE: 
Nintendo) 


WHITE: National Manager 


YELLOW: Regional Manager PINK: Reviewer GOLD: Merchandiser Rev. 5/1/95 


aRNES PERFORMANCE SUMMARY 
rerchandising irc. 
-RCHANDISER: 1.D. #: DATE: 
SGIONAL/SUPERVISOR: TERRITORY: 


ENERA RRRENT STATUS: 
(File Review & Store Calls) 


Timeliness of Paperwork 
4 Photos 


i Targeted Calls 


4 Call Detail 
Random Analysis 


4 Territory Planning (CRP) 


Use of Voice Mail 


“) Demo Software Placement 
~ ARFs Submitted 


2RK DAY SUMMARY: 


Product Education 
Use of Check-List 
Display Knowledge 


Preparedness (tools, P.O.P., parts, newsletters, 
manuals, RMAF, notes, etc.) 


Ooood 


Organization (Equipment Bag/Vehicle) 
Special Project Review 
Electronic Equipment 
Safety and Security 


Oocd 


ed Copy of Power Merchandising Overview (Merchandiser): 
al/Supervisor Signature: 


WHITE: National Manager YELLOW: Regional Manager 


PINK: Reviewer GOLD: Merchandiser Revised 5/8/95 


~— BEBNES ns fime. 


RETAIL MERCHANDISING ACCOUNT FORM 


Day # Class 

Store Name / # Location # Phone # 
Address 

City State Zip Code 
Brief Directions: 


Security Procedure or Special Instructions/Sign In Log: 


Toys O Camera 0 Electronics 0 Other O 


Location: Ec QO Is O eco Bc oO Other 0 

Displays: 

Me Description M- Description M- Description 
M. Description M. Description M- Description 
M- Desciption M- Description M- Description 
Me Description M- Description M- Description 


Rev. 5-93 


DAY FROM CRP: 


Phone:() si: 
Notes: 


Store: 
Address: 


City: 
Phone: ( 
Notes: 


Store locations for day from main freeway or expressway. 


Ads/Photos Comments: 


Ree R RTT A SUT LETS LS TN RT TT 


Deceit ledien nt 


SAE TS AN ARNE NE RGSS 


FEES RAR 


Peed 


REINER CEH ah RE ETN RSI ADT ATES ASO 


~w 


cE alta begin ribet Stiegl ltt ibaehdi tet tibth lt Renata Vasa) (EN (a aan | 
131754|Display Supt Barcode M80A (Ea) | 3 | ; ii 

31733|Display Supt Barcode M80C (Ea) | 5 | | 2. 

|31734|Display Supt Barcode M81C (Ea) 5 | he '2 | 

131760|Display Supt Barcode M82C (Ea) 5 | paed | | 

32668)|Display Supt Barcode M82PW 3 | iP a 

31759|Display Supt Barcode M91ID (Ea) | 3 | i 4: 32728/Decail, Virtual Boy Spin Page st/10 | 

31758/Display Supt Barcode M92V (Ea) 3! 1 a if | 32515iEye Shade, Virtual Boy 

32384|Display Supt Barcode M93! (Ea) 35 4% ! 33500'Kit, Security VUE Access Door 

32812|Display Supt Barcode M93X (Ea) 3 44 ' 33483 'Kit, Security VUE Display Foot 

32813/\Display Supt Barcode M93XB (Ea) 3 4 | 

31753|Display Supt Barcode M99SL (Ea) 3 43 | 

31752|Display Supt Barcode M99SS (Ea). 3 ‘4 | 

26669!DMG 4 Disp Only Silver (Ri/250) Deak 4 # | 29625 iBracket, Spin Saddie NES/OMG | 3 | re } 
26666 'Empty Box 4 Display Only (RI/250) 2 4 | 29649'Bracket, Spin Saddie SNS 3 Lan | 
29097\Epileptic Warning (Each) 1 50 25 | | 18171:Bulb, Halogen Fiberoptic Sign rest t 4 
26457|Game Boy Disp Only (Prple, R10 2 | | Aid 21357|Bumper, Rubber Flip Page 140} Se i i 
29627 (|Label, Player 2 SNS Disp (Sht/10) Zz | 14 32318 Cable, Ext. Demo 60" (M18Z) ee YK | 
33532/LBL Set, M93! | Qed 1 | 31776iCover. M29M Counter Mat Graphic 4 ae 
33488|LBL, “Grip Firmly Here" VUE Pitfr 1 54 + 2 | 31775:Cover, M29M Power business card 4 1 

31971|NP Business Static cling (new) 50 ! 25 | | 27356 Kit, Hardware Flip Page 4. 2 
31970|NP Business Sticker (new) 50 1 25 32592 Kit. Spin Page Cam wiScrews 5 De | 
32408/NP Cust Ser/Game Play Ext. (new)! 50 29 mn 9. Miscellaneous Merchandising Needs = 

3. Brochures / Holders N/S «Bulb 40W Long Life (Buy Locally): 8 ' 
28881|Broch, Busted System (1=100) 5 N/S ; Goo Gone (Buy Locally) r 14 { | 
32924|Broch, Take One-SNS/DMG (1=5 10 5 \ S/O | Moist Towelettes (Pck of 100) ee | 
32787|Broch, Take One-Virtual Boy (1=5 10 5 | N/S | Regular Tape (Buy Locally) | | | 
31832 Chain, Loop Mag Security 5 3 | | N/S | WD 40 (Buy Locally) | 
18650/Chain, Magazine Security | 20 10 | N/S | Windex (Buy Locally) | H i | 
20696 |Cover, Magazine : 20 1 40 | 28871\Clamp, Gondola Mount Hook i | { 
28882|Holder, Broch Busted System 5 3 | 33511/Clamp, Thumb Lock 1x2 Black ' i | 
24072|Holder, Brochure 1-Slot Folding | 10 5 33512/Clamp, Thumb Lock 1x2 Gray | 
23973|Holder, Brochure 1-Slot Pegboard | 5 3 | | |33509!Clamp. Thumb Lock 2x2 Black | 


33510iClamp, Thumb Lock 2x2 Gray 
28260iHolder, Plastic Counter Card | 
29561 |Hook, Ceiling Plastic Loop 


4. Game Pak Clips / Product Holders 
23359!Clip, GPK NES/DMG (Box of 150) 4-94 | 


5. Display Parts / Modification Kits -SNS 


32343)|Cable, Controller Ext. 12) SNS 
25619|Cable, Multi-Pin for M80C Mon 
28983/Controller SNS (M99x & M82PW 
29685|Cover, Clear Sec SGB M80A/M80 
29686|Cover, Clear Sec SGB M81C 
25629/Cover, Clear Security M80A/M80C 
25957 /|Cover, Clear Security M81C 
25628/|Cover, Molded Left SNS int. 
25627 'Cover, Molded Right SNS Int 


' 


33531 iLamp, Flour 12" {27BX/SPX35_—| 
33513!Strap, Thumb Lock 3/4 Blk by the f! 
33514)Strap, Thumb Lock 3/4 Gry by the | 
33530)Tab, "do-it" CFV-6116 (sht/20) 
25718\Tape, Dbl Stick Pad (50/pak) 
25717|Tape, Dbl Stick Roll | 
26 153:Velcro Hook & Loop Dots 
26197/|Velcro Hook & Loop Strip 18" 


29872 /Cover, Timer/Volume M80C/81C 


NOTES: 


NOTA TR /POTPO TPO TRO] Bl] pO] aD 


22620 Vidpro Sleeve tka 
| 28869 Wire Hook. Gondoia Mnt 36" 


SION OIMIMIMI MIN] [rl ofojoajo]ofoajo}of} ofa} al fl 


pT INMINM}>f/]14]>]p} Ip 


* If you do not receive a part you ordered right away, do not reorder. 
* Keep track of backordered parts. Your supervisor can verify 
backorders with Nintendo Corporate. 
* A blank in the Min/Max quantity section indicates. item temporarily on 
hold. Do not order. 


** ANY Nintendo or Licensed Game Pak box can be ordered by scanning 
the UPC while in the Hand-Held Supply Mode. Not all Licensee tities are 
available. 


Revised: March 19, 1996 


J 
Nintendo’ 
WHILE YOU WERE OUT 
} | WAS IN AND DID THE FOLLOWING: 
=i 


Q TOOK INVENTORY PRODUCT EDUCATION 
Q SET-UP/REPAIRED DISPLAY Q PRODUCT RETURNS 


Q PARTS ON ORDER EDUCATION 
Lf» Q MERCHANDISED NINTENDO O SPECIAL PROMOTION _ 
ABER Q OTHER (SEE BELOW) : 


t es 

r WILL CALL AGAIN ABOUT: | WILL TELEPHONE YOU: | [ ] 

| > = I ie 
Customer Service |OF iS: ATTACH YOUR 
Mon. - Sat.: 6am-¢ | & NMI MERCHANDISER: PLEASE CALL ME AT CARD HERE 
Sunday: 6am-7pm |o¥ 1-800-633-3236 EXT. 


(7:00 AM - 6:30 PM ~ PT) 


Display Support: 
(In-Store Display Tre 
6am - 6:30 pm (PST 


Game Play Counselors: 1-900-288-0707 


(Live Reps. - .95 per minute) 


24 Hour Hot Title Recorded Game Info Line: 


1-206-885-7529 


24 Hours per day, 7 days a week “- . 
Nintendo 
Revised: 3/30/96 
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MESSAGE 


MESSAGES FOR THE NINTENDO MERCHANDISER 


Your Nintendo Merchandiser will try to answer your questions during their monthly service call. 
Any questions outside their normal area of responsibility will be answered as soon as p 


ossible. 


NINTENDO RESPONSE 


NATIONAL TRAINING 
NEW HIRE guia eae 


a 


© MERCHANDISER: 
SUPERVISOR: 


TRAINER: y = DATE: 


OVERALL RATING iS ee a a Ss 


1 -Inad quate 2-Adequate — 3-Proficient 


INTERPERSONAL SKILLS 


M 


COMMUNICATION WITH PEERS 
COMMUNICATION WITH TRAINERS. 


HAND-HELD / PRINTER KNOWLEDGE 


COMPREHENSION OF FORMS — 


PRODUCT KNOWLEDGE 


MOCK STORE CALL 


OVERALL RECEPTIVENESS 10 
TRAINING. 
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- INDIVIDUAL:. 
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Day # 
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ACCOUNT CALLS 
FOR DAY 


(1-20) 


Account Store # City, State Phone 
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MAP 


Show store locations for day. 


INDICATE LOCATION OF STORE FROM A MAIN FREEWAY 
OR EXPRESSWAY IF POSSIBLE. 


